


An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from January through June 1955 





SALES HELPS FOR SALESMEN 


Courtesy Is rae Seciinc Secret Jan. "55 82 
It’s worked for Peoria salesman during his 19 
year career 
A $15,000,000 Saresaan Jan. 55 90 
Never knock your competitor, says Philadelphian 
with 55 years of selling experience 
Are You Knockinc Your Heap Acarnst 
THe Wat? Jan. "55 104 
Elizabeth, N. J., salounen discusses techniques for 
selling in today’s market 
Propucts AND Markets. . .. Jan.’ 
Feb. 
Mar. 
June 
Turn Mistakes to Your Own Apvan 
TAGE . . Feb. 55 90 
Three cases in point are cited by Omaha 


110 
110 
110 
110 


~i wt vi wn 
~t wi wi vi 


salesman 
Wuat Doers It Take to Sei? Feb. °55 102 
Two Providence salesmen state their views and 
methods 
‘Turee-Srep Secuinc ProcRaM Mar. °55 82 
It’s employed successfully by Fort Worth sales 
Than 
“Tne Toucuest Sate | Ever Mape”...Mar. "55 86 
Grand Rapids salesman tells about the four 
obstacles he had to overcome 
Ewrnustasm Is Nor a Marrer or Ace. .Mar. '55 88 
In the field for 43 years, Boston salesman proves 
his point 
How To Sevt Acarnsr Price... .. Mar. 55 90 
New York salesman chooses his ground carefully 
. One, Two, Turee—A Sate... May '55 82 
Here's the procedure followed by a Milwaukee 
salesman—with results 
Sectitinc—A Fun anp Happy Lirt Mav "55 84 
It’s the opinion of an Alabaman, after 41 years 
\ Dzusrriuvtor’s Most  INreresrinc 
SALE a ..May "55 88 
Cambridge coleoman turned “crackpot” phone 
call into $1,000 order 
Don't Forcer Your SALESMANSHIP June "55 86 
As important as knowing his product to ‘Tampa 
salesman 
How to Seri Wrrnour Setiinc June 55 88 
Baltimore salesman makes use of intangibles 
SALESMAN’S Apitrry TO Wear Wet. .June, °55 
It’s a Des Moines salesman’s key to making sales 


9g? 


Arrer Aut, THe Buyer Is Onty Hu 
MAN < June “55 100 
Brunswick, N. J., 
gives pros and cons 
Wuen Catiurnc on CusromMers—T ALK 
Propucts June 55 102 
Vaniations on theme—by a C harlotte salesman 


buyer turned sales manager 


SALES IDEAS 


One-Day-A-Week SALESMEN Jan. ‘55 84 
Inside men perform this function for Providence 
distributor 
Ir Can Happen to Yor sal Jan. 55 91 
How two West Virginia firms faced the problem 
of technological changes in coal mining 
Tuey re RecuLtar COUNTERMEN, BUT 
Atso SPECIALISTS Feb. 55 86 
Five Peoria distributor personnel “double in 
duties” 
SALESMEN’S SELLINGC—CuSsTOMER’S Buy 
ING Mar. 55 84 
How Orlando firm deals with switch of buyer- 
seller market 
Ine Customer Be PLEeAsep Mar. 55 94 
Portland, Ore., distributor handles order paper- 
work promptly 
“We Can't Arrorp to Ler Business Bt 
Bap Mav °55 86 
Newark distibutor has formula for reversing 
downward sales trend 
How Ortren Do You Get an IpeEa? Mav °55 97 
Read ID articles—they'll up your quota 


IDEAS FOR MANAGEMENT 


How to Ser Up a Sates Porentiar 
STuDY Jan. 55 88 
Cleveland firm has devised : a 5-step method 
Price Book Dovustes as CATALOG FOR 
SALESMEN Jan. 55 96 
Spokane salesmen unanimously endorse system 
BerTween SALES AND 
CREDIT! Jan. "55 98 
Here's how Buftalo company treats this essential 


(COOPERATION 


factor 
Supervisory Traminc Pays Orr Jan. 55 102 


Los Angeles firm cites procedure and results 
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SarecuarpDING Your Assers Makes 
ES: Ao re ...Jan. "55 106 
How to prevent burglary, petty theft and 
embezzlement 
THe Wuore House Learns .Jan. 55 108 
Everybody profits from product meetings at this 
Grand Rapids firm 
To Save Trousie Larer, Keep a Copy..Feb. "55 93 
Photocopies perform valuable 
Secaucus, N. J., firm 
Carr Reporr Can Be CusromMer 
RECORDS . le Ka Feb. 55 94 
One form has dual function fer Augusta 
distributor 
Propucr Quizzes Keer Tuem Awake. .Feb. '55 96 
How Baltimore distributor stops drowsy sales 


service for 


meetings 
Expeprrinc—Ir’s Dont \UTOMATI 
CALLY Feb. 55 10] 
Four-page form has proved successful for Kansas 
City company 
Finpinc AND Devetopinc Goop Em 
PLOYEES Feb. '55 104 
Evansville firm cooperates with local university 
Give Emptoyees a Lirr wirn Musi Feb. °55 107 
“Start the music” is Memphis distributor's slogan 
Feb. *55 108 
Davenport 


Divine Purcuasinc Duties 
Fourfold 
company 
WAREHOUSING ON WHEELS Mar. °55 96 
Los Angeles distributor makes use of novel 


dividends resulted for 


method 
Researcu Proyecrs Pay Orr June "55 584 
Plant surveys give 3-way benefit to Utica firm 
. Benerrr py Tem Mistakes June 55 104 
Here’s what Mrskegon firm learned about putting 
on an industrial show 
Tuts Disrrisvror’s Orrice Tarxs A 
ComMon LANGUAGI June 55 108 


Cleveland company utilizes mechanical methods 


GENERAL 


Meer Osyecrions anp Get AcTION Jan. "55 87 
Third and final article of “Habits of Success” 
Are You Reapy? Jan. 55 10] 
Can you answer these 10 questions about taxes? 
Wauat Do YOU Tutnx Feb. 55 88 
Eight salesmen give their views on entertaining 
customers 
“Whuy I Buy rrom INpusrriat Disrrist 
rors” Feb. '55 92 
Here are the whvy’s and wherefore’s from the other 
side of the fence 
“More Competition put Berrer Ernics 
Topay” Feb. '55 106 
So savs Newark distributor after 60 vears in 
industrial supply businesss” 


AnnuaL Survey or Disrraisuvror Opera 
rions—1954 ... yea Mar. °55 
Regional and national figures are below 1953's 
I. D.’s Evrrors GO. ..GO...GO Mar. °55 
Here's a pictorial report of how editors get stories 
GROWTH OF AN INDUSTRY Apr. 55 97 
AMERICA INDUSTRIALIZES 10] 
Tue INpustry ORGANIZES ; 110 
Boom anp Busi 12] 
DisrrRiIBUTION IN OUR TIMES 131 


Q7 


105 


America’s Neeps AND Resources June 55 90 


Economics Dept. brings 1947 report up to date 
“Now Tar I’ve Rerimep” June 55 94 
Work and fun take up time of retired distributor 


PROMOTION 


Sates Were IN THE CARDS June ‘55 82 

Direct mail campaign won award for Allentown 
firm 

Make Your Own Promotion Preces 

Photocopies are solution for New York distributor 


June $5 106 


MEETINGS 


Poticy-Maxinc Executives Tacx, Listen 
AND Party. Mar. °55 92 
Mid-year Biloxi meeting attended by 430 
New Encrianp Dtsrrmurors§ Iniriati 
Circ ies Or INFORMATION” Pro 
GRAM Mar. °55 109 
NIDA meeting features round table discussion 
Trice Crevetanp Merrinc Arrracrs 
2,200 May °55 89 


Distributors plan public relations program 


LAYOUT AND DISPLAY 


INCREASE ExrpLoyee Errectriveness, Not 
E-rrort Feb. ‘55 
lhe “before and after” story of how a Portlan 
Ore., firm dealt with physical operating 
problems 
Warren & Barry Fearures Room 
NESS Feb. 55 
Picture story on Los Angeles distributor's new 
$500,000 building 
Goop Housexeepinc Reatry Pays Orr. .Feb. '55 
Seattle firm clearly defines stockroom policy 


EDITORIALS 


Ane You Keepinc Up? Jan 
Let's Stop ‘Tacxinc, ANnp Keb 
Tue Faste or tHe Foousn Brick 


LAYERS Mar 


st 


#1 


GrowTu Or AN INDUSTRY Apr 
Your Spor ww Husrory May 
How Are Your Pustic Retations? June 


st 


“wi wi vl 


+1 


INDUSTRIAL DISTRIBUTION © JULY, 1955 





An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from July through December 1955 


SALES IDEAS 


Promore Saves Consciousness........July '55 88 
Integrated sales-service unit does this for Jack- 
sonville firm 
“Don’t Just Go ALonc ror rue Rive”. .Aug. 55 82 
Cedar Rapids sales manager gives advice that 
pays off 
Increase Wrruin-THE-PLANnt SALEs Oct. "55 95 
Seattle distributor steps up sales-floor traffic 
To Seitz More—Suow More ... Oct. "55 
Derby, Conn., distributor is display-minded, it 


pays 
SALES HELP FOR SALESMEN 


Tas SatesMAN Knows Wuere He’s Go- 
ING voce eh oe 
Allentown man also knows what to do when he 
gets there 
Recorp Customers’ Reguimements...July 55 90 
New Britain salesman cites eight reasons why 
Cusromer’s Comptarinc! Wuart Do I 
oF a ents ...-July "55 92 
Handle it promptly and fairly, says Charlotte 
sales veteran 
Four Potts ror SALes July °55 100 
Denver salesman analyzes his method of selling 
.. «July "55 110 
Aug. °55 102 
Oct. *55 110 
Nov. "55 110 
Dec. "55 110 
Insipe—Ovrswe Seviinc—It’s a ‘TkAM 
88 
New York firm organizes two-man sales teams 
A Mecnwanicat Memory ror Saves... .Aug. 55 92 
Camera does remembering for Denver salesman 
How to Sextz New anp Otp Accounts. Aug. "55 96 
Here are sales philosophies of two Springfield, 
Mass., salesmen 
How Woutp You Have Sop Tus Guy?.Oct. 55 91 
Three salesmen give their views—compare them 
with yours 
How to Serr anp Unset Ipeas . 55 100 
Read this if your selling problems are “different” 
Crassrooms Are Burcinc—Wrrn Saves 


Cedar Rapids salesman gives his formula for 
serving this growing market 
Don't Get Scarep—Ger Curious.....Nov. '55, 88 
Product knowledge is sought by Atlantan 


How a Hossy Hers in SELLING 
Fairfield sales manager collects guns—and sales 
How to Turn Breaks Into Saves Nov. ’ 
Six points are cited by Rockford salesman 
SALESMAN Keeps CUSTOMERS.......... Nov. "55 100 
Wilmington salesman services retired customer 
Six Sotutions To Your ProspieMs..... Nov. 55 106 
Minneapolis salesman discusses his selling tech- 
niques 
Seti SounpLy AND Give ATTENTION TO 
DeralLs a ap Dec. 55 85 
Here's a Winston-Salem salesman’s theory 
Meet Speciatizep COMPETITION WITH 
SPECIALISTS . . 55 
Portland, Ore., firm stresses planning 
Ir You Saw ruts on A Buyer's Desk... Dec. 55 
Here’s what three salesmen would do, how about 
you? 
CONFESSIONS OF A FORMER PURCHASING 
AGENT 55 108 
Rockford man has been on both sides of the desk 


IDEAS FOR MANAGEMENT 


SiasH Rep Tape 
Muskegon firm does with a three-part form 
Review Your Saves TeRRrrories July 55 8) 
Do this if your selling costs are higher than they 
should be 
Non-Srock Irems Aren’T PAPERWORK 
HEADACHES 94 
‘Ten-part form speeds ordering for Trenton firm 
Orrice Expenses Cut 1s Harr July "55 96 
Order writing system brought results to Milwau- 
kee company 
Trucxs—A 24Hovur Operatinc Heap 
ACHE eS FS, SO er July 55 97 
Three Newark firms solved 10 major worries 
ANYONE FOR COFFEE?.... 
Here’s how visitors to “will call” counter of Baton 
Rouge firm are treated 
10 Keys vo Hete You Operate a Brancu 
July "55 106 
Syracuse branch manager followed this plan— 
with success 
You Can Ger More Ovr or Satzs 
ANALYSIS A 
Expand its use advises, Logan, W. Va., distributor 
How to Suare THE ManacEeMent Jos. .Aug. "55 86 
Report discusses delegation and control 
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Improve Your SALESMEN’s AIM 
Kansas City firm uses customer organization chart 


Newark company cut overhead and ended a bot- 
tleneck 
Manuracturer-Disrrutor Revations Sept. 55 
POTENTIALS AND TERRITORIES 
Traininc, Ingutries, CONTESTS 
ADVERTISING AND PROMOTION 
MANUFACTURERS’ REPRESENTATION 
Disrrmutors’ INVENTORY ................. 124 
How to Keep Lireratrure ACCESSIBLE .% 
. "55 88 
Here’s how 12 firms deal with this operation 
Cxart Your Manacement Course....Oct. 55 95 
Macon company studies vital elements and learns 
At-a-Giance Sates ANALYSIS Nov. "55 84 
Management and salesmen favor new procedure 
at Buffalo firm 
CA Ti cnt cesccsevacsaceneen I oT 
Syracuse sales manager speaks mind on potentials 
Loox at Born Smes or PROBLEMS..... Nov. 55 90 
Filling two jobs in small firm has advantages for 
Denver executive 
Keep Track or THE Facrory SacesMAn. Nov. '55 104 
Suppliers’ salesmen turn in reports to Perth Am- 
boy distributor 
INDUSTRIAL DepaARTMENT Divorcep From 
Dec. 55 88 
Richmond, Ind., firm found sales and service 
increased 


GENERAL 


Arg You Looxinc ror ADVANCEMENT?..July ‘55 104 
A Des Moines telephone salesman was—and 
here’s what he did about it 
24-Inpustry Review anp Preview Aug. 55 100 
Economics Dept. report shows record-breaking 
output 
DustripuTion iv Russia: 25 Years Be- 
HIND THE TIMES... t. 55 82 
Kremlin hag changed attitude toward marketing 
Ir Your Prace Is Ever FLoopep Oct. "55 84 
Waterbury and Easton experience disaster 
Tere’s No Mystery To Freicut Rates Nov. '55 97 
First of a series on freight rates and their effects 
Business’ PLans For CaprraL SPENDING IN 
eee icccicd> aa Se @& 
Economics Dept. forecasts what's ahead for busi 
ness 
Wuat's Wronc with Suppiier Saves 
BD nwcismaks hh cco ws 
Distributors and manufacturers air their views 
“| Reap ror THe Facts anp THrow Away 
THe Purr” nici Weasw es ck. eae 
Paterson salesman tells what kind of reading 
helps him and why 


100 Ways ro Save Your Prorrrs Dec. "55 99 
Salesmen from Florida to Oregon attack the big 
problem of 1955 
Crarkson’s Course in INpustriat Disrrt- 
BUTION coitt wala Dec. "55 104 
“Growth” and “progress” are the keywords 
PAPERWORK IN TRANSPORTATION. Dec. "55 106 
Bill of lading is featured in second article of 
series 


LAYOUT AND DISPLAY 


More Tuan Money's Invoivep Oct. '55 102 
A Mobile firm moves into a new building 
One-Srory PLant Burr sy Tursa Dis- 
TRIBUTOR ....... Oct. '55 104 
Company president says efficiency was motivating 
factor 
Don’t Bur_p—Renovarte! Oct. 55 106 
Manchester, N. H.. distributor says cost runs one 
third less 
Strorace, Hanpiinc Costs Rwr To 
GETHER . ; Oct. '55 107 
Atlanta firm revises system to advantage 
ComMon Sense Is Your Best Encrveer Oct. ‘55 108 
This method helps Newark firm keeps costs in line 


PROMOTION 


A Boost ror THe INpusTRY. Aug. '55 91 
Is a boost for me, says Chicago distributor 
Your Caratoc—“Seti” Ir to Your 
SALESMEN Aug. 55 95 
New Orleans firm presents catalog to sales force 
in two-day session 
How to Say “THanks” wirn SAes Nov. ‘55 94 
Orlando campaign ties in with “Award Recogni 
tion Week” 
You, Too, Can Arrorp a House Orcan Nov. "55 108 
Minimum of time and money produces results 
for Jacksonville firm 


MEETINGS 


Cincinnati Forum Sessions Cuacx Up 
Recorp ATTENDANCE . Nov. ‘55 101 
441 reyistrants represent 240 firms at forum 


EDITORIALS 


Wuo’'s Looxinc Our ror You?... July '55 
Wuat're You Gorc to Do Tus Year? Aug. ‘55 
Cooperation Becins at Home... Sept. "55 
Do You Have Wuar Ir Taxes?.. Oct. “55 
Your Busrvess Has Personarrry, Too. Nov. °55 


Merry Curistmas, Prosperous! New 
YEAR Dec. 55 
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